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ABOUT CLIENT

Access Rehab is a prominent player in the healthcare industry, offering a
comprehensive range of rehabilitation services and solutions in Sweden.
Specializing in physical therapy, occupational therapy, and other vital
rehabilitation services, Access Rehab is dedicated to helping individuals of all
ages and backgrounds regain their independence and quality of life. Their
unwavering focus on innovation and the latest therapeutic techniques ensures
that clients receive the most effective and up-to-date care available.





STRENGTHS WEAKNESSES OPPORTUNITIES THREATS

Skilled Professional Team;

Comprehensive Service
Portfolio / Wide range of
Services Available;

Strong Reputation;

Limited Geographic Reach;

Market competition;

Not doing any marketing
work other than Google and

       Facebook ads.;; 

Focus on campaigns that
are not relevant for the end
goal of the business; 

Structured Marketing
Funnel ; 

Focus on ad quality and
communication, 

Retargeting Audiences; 

Investing more in
Conversion ; 

High CPM in this market;

Ad testing phase costs; 

Economic downturn/Low
seasons; 

Limited Audience due to
local campaigns  

SWOT ANALYSIS



KEY STRATEGIES
IMPLEMENTED

Structured Sales Funnel: Initially, our approach was centered around collecting valuable data on
Google and driving traffic to the website with rival rearch campaigns. This strategic foundation
allowed us to subsequently retarget engaged visitors and guide them through a Lead Conversion
campaign. 

Retargeting: Another pivotal strategy was leveraging the completely overlooked Retargeting
Audience within Access Rehab’s  Google strategy.

Organized Campaign Structure: When the account came to us, it was very fragmented,
unorganized, with wrong targeting and bid strategies, and full of inefficient campaigns competing
with each other. It was managed with the old system almost 10 years ago. We reorganized and
structured the account accordingly. We started to manage brand, competitor and generic campaigns
in a best case manner with the right bid strategy and target audiences, and aimed to increase the
number of leads and reduce costs with an increase in budget in important months.
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RESULTS BEFORE VS AFTER  
Report Before Cooperation 



RESULTS BEFORE VS AFTER  
Report after 3 months of Cooperation 



CAMPAIGN KPI’S  

CPC CPL

30  ➚  65

➚ 117%

 3 months of Cooperation 

Leads

SEK682 ➘ SEK 206

➘ 70%

Cost Per Lead

SEK 8.68  ➘  SEK 7.61

➘ 12%

Click-per Click

LEADS



BUSINESS
GROWTH

LEAD COST ➘ 70% AND OVER 117% ➚ LEADS IN
3 MONTHS

Even in the face of an economic downturn, we
achieved impressive results by enhancing the
overall cost-effectiveness of the campaign
within just three months of implementation.

By strategically continuing to pursue these
growth opportunities while maintaining a
vigilant eye on cost-effectiveness, the
account can continue to thrive and expand its
impact in the face of economic challenges.

ADOMATIQ



REACH OUT TO US 
FOR ANY QUESTIONS.

EMAIL 
info@adomatiq.io

WEBSITE
https://www.adomatiq.io/




